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organization XIII/3 July-Sept77p. 4 USA 
GSP: the new United States scheme XII/4 Oct-Dec 76p. 8 
JAPAN 
How to enter the Japanese market XIII/2 Apr-June 77p. 4 VENEZUELA 
Selling to Japan: know the business customs XII/3 July-Sept 76 p. 9 Venezuela—a challenging market XI11/3 July-Sept 77 p. 14 
Products 
ASPARAGUS LEATHER GOODS 
Canned asparagus exports XV/2 Apr-June 79 p.17 Saddlery and harness gear: sales race up XI/3 July-Sept 75 p. 12 
Leather garment sales swing up XI/1 Jan-Mar 75p. 4 
BICYCLES . 
Sales soar with bicycle boom XII/3 July-Sept 76 p. 13 ato PLANTS ae yo 
edicinal plants: shifts in the market X1/2 Apr-June 75 p. 
COMPOUND FEEDS 
New market for waste products XI/3 July-Sept 75 p. 4 PEPPER bin 
A promotional campaign for green pepper XV. ct-Dec 79 p. 
ESSENTIAL OILS 
Marketing essential oils and oleoresins XI/1 Jan-Mar75p.11 PERISHABLE FOODS 
Shipping perishable foods XII/1 Jan-Mar 76p. 4 
FLOWERS 
Marketing cut flowers XV/1 Jan-Mar 79 p. 16 PIPES 
Flower business blossoms XlI/4 Oct-Dec 76p. 4 Relaunching a consumer product XII/3 July-Sept 76 p. 4 
FROZEN FOODS PYRETHRUM 
Good sales prospects for frozen crustaceans XI/2 Apr-June 75 p.18 = Pyrethrum: its safety sells it XIII/2 Apr-June 77 p. 15 
FRUIT, FRUIT PRODUCTS SEAFOOD 
Launching pineapples in Sweden XIV/2 Apr-June 78 p. 19 | Good sales prospects for frozen crustaceans X1/2 Apr-June 75 p. 18 
FURFURAL SPICES 
Furfurai: an export from waste material XV/1 Jan-Mar 79p.13 Prospects for spices exports bright XIV/1 Jan-Mar 78p. 7 
HANDICRAFTS A promotional campaign for green pepper XV/4 Oct-Dec 79p. 9 
KETA: a force behind exports XV/3 July-Sept 79 p. 16 TROPICAL FISH : 
Advice: handicraft marketing XII/1 Jan-Mar 76 p.15 — Imports play key role in tropical fish market XV/4 Oct-Dec 79 p. 19 
HONEY WOOL 
Upswing in the honey market XIII/3 July-Sept 77 p. 21 Linking up with wool marketers X1/4 Oct-Dec 75 p. 14 
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